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The Producer Empowerment and Market Linkages (PEML) 
project is improving the livelihoods of local maize producer 
groups in Tanzania by strengthening their organisational and 
operational capacities. The project is also facilitating farmer 
group access to market information systems and financial 
services, as well as promoting their participation  
in warehouse receipt systems.
The main objective of PEML is to strengthen the 
capacity of maize producer groups to competitively 
access profitable markets. More specifically, the 
aim is to guide the logical execution of activities 
to strengthen the organisational and operational 
capacities of maize producer groups. This includes 
facilitating institutional strengthening and 
development of marketing skills as well as market-
led linkages. In addition, the project is facilitating 
access to market information systems and to financial 
services, as well as promoting participation in 
warehouse receipt systems.
Maize value chain analysis
The process of achieving PEML objectives required 
an assessment and understanding of the maize 
value chain. This involved organising introductory 
meetings between stakeholders and farmers and 
carrying out an analysis of the maize value chain 
in the district to provide important information to 
farmers, and mobilise them into collective action. 
Through these meetings, 29 farmer groups were 
inspired to join the capacity building project. 
The farmers’ training needs which were identified 
included marketing skills, financial literacy, the 
formation, consolidation and registration of groups, 
as well as business plan development and insights into 
I n the Missenyi district, in north western Tanzania, GeoData Consultants Limited has been contracted 
by the Marketing Infrastructure and Value Addition and 
Rural Finance (MIVARF) programme to provide 
capacity building to small producer and processor 
groups to access good markets for their produce.  
As such, GeoData has been running the PEML 
project since 2015 in partnership with the 
International Fund for Agricultural Development 
and the local Government. 
Before PEML, farmers were not making a profit 
from their maize. They would sell to any buyer at low 
prices because they didn’t believe maize could be a 
cash crop. This contributed to food insecurity and 
poverty in the villages, and played a significant role 
in young people rejecting maize farming and looking 
for jobs elsewhere.
The local authority has no policy to protect farmers 
from being cheated by unfair maize buyers, and 
farmers themselves lack financial nous. There is 
also a lack of financial institutions to advise farmers. 
However, PEML is attempting to counter the 
middlemen – who are themselves members of the 
farming groups involved in collective marketing 
– trying to persuade their fellow farmers to sell at 
low prices. As a result, the farmers have been keen 
to accept the support of PEML and see how the 
programme can help improve production.
Cover Mr Kaijage of the 
Jitihada Group verifying  
the number of bags of maize 
being collectively sold to 
Hilary Mohamed
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Project strategy:  
stages and approach
Earlier attempts to deal with the problems facing 
maize farmers in Missenyi by the government’s 
District Agriculture Sector Investment Project (DASIP) had 
focused on improving maize production. Farmers 
got bumper crops but had no skills to sell profitably. 
Unlike the PEML project, DASIP did not address the 
marketing challenges faced by farmers, although the 
project did construct three storage facilities in areas 
where PEML is operating.
Leading farmers to train others was an innovative 
approach: GeoData Consultants identified  
10 farmer trainers who were also members of the  
local farmer groups, and guided them in helping their 
colleagues to understand the economic advantages of 
a collective marketing approach  
and the skills required.
One advantage of the farmer-to-farmer training 
approach is that trainers are aware of the local 
conditions. Farmers also recognise their trainers as 
the warehouse receipt system. The needs assessment 
results were used to guide GeoData Consultants, and 
farmer trainers, on how they could best transfer the 
information and skills needed to enable groups to 
form collective marketing arrangements. 
These groups would also need to develop the skills 
that would enable them to make effective contact with 
microfinance institutions, so they could access the 
funds needed to embark on a new approach to selling 
maize. As farmers began to adopt and use their new 
marketing skills, their activities were closely monitored 
and coaching was provided where necessary.
There are currently 618 maize producers 
participating in PEML, and GeoData Consultants 
has identified 30 farmer groups as potential 
beneficiaries. Stakeholders involved in the project 
include maize buyers and millers, village and ward 
level leaders, the Maruku Agricultural Research 
Institute, the Missenyi District Council, the Kagera 
Regional Government, NGOs such as World Vision, 
and savings and credit cooperatives and other 
financial institutions. 
Baseline information 
used to guide the  
PEML project
•  Identification of key actors along the chain 
i.e. farmers and buyers who collect small 
amounts from individual farmers and sell 
to wholesalers.
•  Maize marketing is done informally and 
standard measurement units are not used, 
making it difficult to establish the volume 
of sales.
•  Most buyers come from Uganda and 
Bukoba who sell the product or process it 
into maize flour before selling.
•  None of the farmer groups were engaged 
in collective maize marketing.
•  Maize marketing is dominated by traders 
and farmers are price takers as opposed to 
price setters.
The farmers’ training needs which were 
identified included marketing skills, financial 
literacy, the formation, consolidation and 
registration of groups, as well as business 
plan development.
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colleagues and are more prepared to trust the skills 
and information provided. It is also a cost effective 
approach. 
The team of 10 farmers trained 618 other farmers in 
collective marketing skills, and taught them about 
entrepreneurial practices including joint savings and 
credit schemes and how to prepare and use business 
plans effectively. They also practised calculating the 
cost of maize and bean production, which helped the 
groups realise the importance of collective selling 
where they could set the price and ensure a profit. 
Initially, attendance was low but gradually, it rose 
from 30 to 65% as group members became more 
involved in the efforts to increase the ability of 
farmers to use the collective marketing approach. 
Another challenge was to increase production. 
Initially production was on average between 200 and 
300 kgs per acre. Improvements in production have 
resulted in rates that vary between 500 and 700 kg 
per acre. This level of production is still low, with the 
potential for 1,500 kg per acre. Post-harvest losses are 
also a challenge. During and after harvesting, losses 
of 25% were recorded and quality also declined.
During training, farmers identified the need 
for centres where maize intended for collective 
marketing could be stored. Establishing and 
strengthening links with credit and saving 
institutions was important and the most relevant 
microfinance institutions were identified. Kyaka 
SACCOS, a savings and credit cooperative, was 
selected. Sixteen groups committed themselves to 
paying the entrance fee to become members of the 
organisation and contributed TZS 3.5 m (€1,330). 
Two groups went a step further and applied for a  
loan of TZS 6.5 m (€2,470) to finance production  
and marketing. 
The district maize market platform
The PEML project subsequently established a 
Maize District Market Forum. The forum consisted 
of 70 members and stakeholders, included local 
government representatives, ward and village 
leaders, government extension officers, maize 
buyers, researchers, service providers and group 
representatives as well as NGO and media staff. 
The district has also extended its support to help the 
farmers access markets.
As a result of the first forum, a number of buyers 
agreed to work with the collective marketing groups. 
GeoData Consultants supported group members 
in interacting with buyers in bargaining, bringing 
maize to an agreed collection point, and provided 
advice on quality, quantity, measurement, price and 
when and how payments should be made.  
Two buyers, Hilary Mohamed and Wilbroad 
Sprian, bought a total of 322,150 kg of maize and 
the 18 groups involved in collective selling during 
the first season of the project made a profit of TZS 
34,208,850 (€13,000). 
As project activities developed, expenses were 
incurred by stakeholders involved who were taking 
time out of their work schedules to be involved. 
With this in mind, the training sessions were then 
organised to fit in with the work schedules of farmers 
and other stakeholders.
Two farming and marketing seasons have passed 
since the PEML project began. In the first season, 
18 groups were supported by the service provider to 
sell 322,150 kg of maize worth TZS 136.97 million 
(€51,850). In the second season, 15 groups sold 
188,000 kg worth TZS 79.34 million (€30,030). 
Projections indicate that for the third season, 29 
groups will produce and sell 582,430 kg of maize 
worth TZS 320.30 million (~€120,000). These 
volumes of maize and money are the result of 
collective activities and the number of prospective 
buyers increasing. 
Sustainability 
INUKA, a farmer group whose members come from 
different MIVARF groups, has been established to 
buy maize from the collective groups at a slightly 
higher price than the one offered by current buyers. 
If INUKA can secure a start-up fund, it aims to 
process maize into maize flour and animal feeds,  
and package and sell it wholesale to consumers. In 
this way, INUKA will help farmers get good prices 
and attract more farmers into maize production. 
“This project is unique”
“We have had a number of projects but this one is 
unique. We used to have projects that dealt with 
farming techniques, but this one leads us all the way 
from farming to the final stage of selling. There is 
also close follow up right to our groups in the village. 
We are now realising the true value of our sweat. 
Before the project we were selling a sack of maize 
(120 kg) for between TZS 18,000 and TZS 30,000, 
but now we are selling at TZS 45,000. We realise the 
value of collective selling and villagers who are not 
in groups envy us. We are sure in 3 years’ time we 
will have come very far in improving our income.”
(Mr. Justine Kabyemela of Kilimilile village).
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initiative. Further, it is important that the project be 
scaled up to the whole district and if possible, to the 
entire Kagera region, as supporting farmer groups 
marketing skills through collective selling is the only 
way of making farmers develop and improve their 
incomes. A total of 618 farmers – 336 men and 282 
women – are now involved in collective selling.
The project has proven beneficial and after 2 years 
of implementation, the farmers, through organised 
groups, have realised a profit of TZS 34,208,850 
(€41,500) for 322,150 kg of maize in the first season, 
and TZS 37,788,000 (€45,880) for 188,000 kg in the 
second season. If there had not been a MIVARF 
project, according to the data in the initial baseline 
survey, losses would probably have amounted to  
TZS 61,218,000 (€74,300). 
INUKA will stimulate business and improve group 
members’ incomes and this will bring mutual benefits 
to both producer group members and processing 
groups. If the group takes off effectively it will help 
force the two current buyers to pay higher prices.
The farmers trained by GeoData to train their 
fellow farmers have also been active in developing 
the capacity of groups to manage savings and credit 
facilities. As a result, 15 groups have earned TZS 
92,195,400 (~€112,000), which includes money 
derived from savings, interest on loans, social funds 
and other incomes such as fines. A total of TZS 
39,726,400 (€48,250) has been saved and TZS 
55,469,000 (€67,380) is being shared among  
group members. 
Following the Village Savings and Loan Associations 
(VSLA) model, a group shares a previously agreed 
upon amount of money, every year. The money 
from savings and credit activities is used to finance 
maize production and marketing processes through 
the group’s internal lending scheme. This financial 
service has given the MIVARF groups confidence in 
the sustainability of the collective selling approach.
Conclusion
Working with those farmers who have been slow to 
adopt collective marketing strategies, the PEML 
project has demonstrated how important it is to 
harmonise efforts and engage in maize production  
as a business. A total of 618 farmers – 336 men and 
282 women – are now involved in collective selling.
PEML is currently focusing on how ward and village 
leaders, as well as government and extension workers, 
can contribute to solving any problems that might 
arise and negatively affect the sustainability of this 
This is one of the results of the process started by the 
“Capitalization of Experiences for Greater Impact in  
Rural Development” project, implemented by CTA,  
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